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DO YOU NEED PACTS 
ABOUT INVESTMENTS IN THE WEST? 


To gain the return he merits, today’s investor must be well- 


BOULTBEE informed. 
SWEET 
& CO When you plan to invest in rapidly growing Western Canada, 
be sure to avail yourself of the most accurate, up-to-date infor- 


mation on all phases of business. 


As a large, sound Real Estate House, we are constantly handling mortgages, investments, in- 
surances and sub-divisions; and can offer complete data on all matters pertaining to revenue 
properties and land development. 


We invite you to write: 


EASTERN DEPARTMENT, Boultbee Sweet & Co. Ltd., 555 Howe Street, Vancouver, B.C. 


BOULIDEE SWEET & COMPANY LTD 


555 HOWE STREET, VANCOUVER, B.C. Phone: PAcific 7221 
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HOMES FOR INDUSTRY 1 ACROSS CANADA 


Quality premises, architecturally de- LEASE Over 90% of our business is con- 
signed, engineered and speedily erec- or ducted through the good services of 


ted for clients. SALE the nation’s real estate brokers. 


Write for our illustrated brochure: 


INDUSTRIAL LEASEHOLDS I 7%) 
EM. 4-9201 Ef | iy 
12 SHEPPARD STREET TORONTO 1, ONTARIO GB 


® Architecture © Contracting © Construction 
e Engineering e Leaseholds 
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“It is well for a man to respect his own vocation, whatever 
it is, and to think himself bound to uphold it and to claim 
for it the respect it deserves.” —Charles Dickens. 


Coming To Vancouver ? 


More than any other year, the importance of attending 
the annual conference of the C.A.R.E.B. cannot be over- 
emphasized. 


Money is not too easy to get, and the competition in 
the real estate field is increasing. New housing starts are 
down, despite the additional funds being made available for 
housing loans by the chartered banks. 

More than any other time we must keep abreast of the 
latest economic trends, and the financial and business con- 
ditions which affect us and our industry directly and in- 
directly. Conditions which govern the supply of money both 
for mortgages and large-scale financing are of utmost im- 
portance. 

There is growing public recognition of real estate as a 
separate industry and a reputable profession, and this neces- 
sitates the continued consolidation of the C.A.R.E.B. Only 
by attendance at the convention can we most effectively 
join our voices with those of fellow realtors across the coun- 
try in the furtherance of our aims as a national organization. 

Only by these means can we contribute as we should to 
the constant modernization and enlargement of outlook to- 
ward real estate. 


It’s not too early to make plans to attend the conference. 
We’re all busy these days, but attendance is surely a necessity 
to all realtors with broad outlook and vision. 

One further thought: take your wife along with you! 


It’s a wonderful opportunity for her to get a real picture 
of the inside workings of our organization, to meet other 
realtors’ wives, and to gain a sense of participation in the ex- 
citement of a growing profession. 


* * * * * 
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Noted Realtor Writes 


An Introduction 


To Real Estate Selling 


PART | 


The definition of an expert is “A 
man away from home”, and I don't 
feel far enough away from Toronto 
to qualify as an expert. 

Adam Smith, the great English 
economist who wrote the “Wealth of 
Nations”, could dictate the affairs of 
the nation but couldn’t run his own 
household. Sometimes I feel the same 
way about our own company, but, 
thank goodness, I have a capable 
partner, seven efficient sales mana- 
gers, a good staff of salesmen, and a 
well trained group of key employees 
in our two offices. 

So, let’s see if I can help you in 
some small way to better sales for 
this current year. As I look around 
this room I see many salesmen whom 
I know are as good salesmen, or 
better salesmen than I. I can’t show 
them much. However, it might help 
to revive their memories of a few 
ideas that through the years we all 
become slightly careless about. I be- 
lieve it was Sir Wilfred Laurier who 
said “The 20th Century will be Cana- 
da’s” and of course we have in the 
preamble of the code of ethics of our 
Canadian Association of Real Estate 
Boards “Under all is the land’. As 
you know, we are organized in real 


by Hugh Shortill 
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W. H. SHORTILL 


This forceful analysis of the 
realities of real estate selling 
is the first half of an address 
presented by Mr. Shortill, well- 
known Toronto realtor, to the 


T.R.E.B. Salesman's Course. 


Second part of this article 
will be published next month. 
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estate for the past 14 years from 
coast to coast with 53 Boards and a 
membership now 6,734. 


Food, Clothing, Shelter 

You all appreciate life contains 
three basic requirements, in order of 
importance, they are food, clothing 
and shelter. 

Today, I would say in Canada, and 
I know it’s true in the U.S.A. that 


more people have more money, more 
means of moving around, more home 
desires. I am proud to say that 
Canada home ownership is substan- 
tially over 60 per cent where the 
States have just reached the figure 
of 60 per cent. In Canada during the 
past 12 years, we have built well in 
excess of one million homes. 


Record High Income 

I believe in the U.S.A. average 
income is at a new high of just under 
$5,000 per person after taxes. Re- 
search by N.A.R.E.B., in the United 
States, our sister organization, in- 
dicates a continuing demand is ex- 
pected to sustain or even increase 
house prices: the same applies for 
Canada. As you know, a month or 
two ago C.M.H.C. announced that for 
1956, land prices were up about 
1215 per cent, house prices were up 
between 8 and 9 per cent and the 
total overall cost of a house in 1956 
had increased roughly about 11 per 
cent. In other words, the $20.000 
house had gone up to about $22,000. 

Patrick Henry (1775) one of the 
great planners of independence in the 
United States said “He knew of no 
way of judging the future except by 
what had happened in the past’. So 


REALTY INVESTMENTS 
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let’s take a few minutes and look at 
our past history in Canada. In the 
past 30 years (1927-57), Canada has 
swung from primarily an agricultural 
country to that of an industrial na- 
tion. You in real estate are in the 
greatest business on earth and of 
course it is the basis of all our 
wealth. I don’t think we've seen any- 
thing yet compared to what we will 
see develop in Canada in the next half 
century. I think population will rise 
a minimum of 50 per cent in the next 
20 years, probably to 25 million, and 
of course since population creates a 
demand for land, and land is used 
according to its highest and best use, 
we will see a constant upswing and 
turnover of real estate, particularly 
in the core of our large cities. Real 
estate values held up two years after 
the crash of Wall Street in October 
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London blitz, when the Nazis were 
sending over the V bombs, the smart 
speculators were buying real estate 
throughout London. Real estate is 
the average person's greatest hedge 
against inflation. You know our 
dollar is decreasing in value at the 
rate of about 4 per cent a year. Real 
estate on the other hand is increas- 
ing far more than 4 per cent a year. 
I would say in the past 15 years that 
the $10,000 house has gone to about 
$30,000. You should.all buy some real 
estate as a hedge against inflation. 


Home-owner Has Deep Roots 
Now I was always pleased, when I 
was actively selling houses, to sell a 
man a home. After all, we know the 
home owner is the solid citizen of the 
community, he is not a drifter, his 


In this article, read: 


© the answer to the age-old query... 


‘Is the prospect or listing the more 


important?” 


© a handy check list containing thirty 


tried ideas for getting listings 


1929. In fact Eddie Le Page told me 
once that their best year was a year 
after the crash. Naturally, this is 
due to the nature of real estate con- 
struction which cannot be turned off 
automatically when large projects 
are in progress. I would say the bot- 
tom of our real estate depression was 
about 1931. 


Buy on Fringe 

In 1936, I read a book written by 
a man in St. Louis, Missouri, named 
Roy Wenzlick, a book called “The 
Coming Boom In Real Estate”. I 
think the book was actually written 
about 1934, and he made certain 
statements which I never forgot. One 
was, he said, to buy land on the 
fringe of a growing city. Supposing 
we had gone out in 1934 or even as 
late as 1939 and bought farms on the 
fringe of Toronto. We all know they 
have more than quadrupled in value 
since that time. At the height of the 
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children take deep roots in the com- 
munity and grow up with the com- 
munity. The home owner is the great- 
est defence against all ’‘isms— 
Fascism, Communism, etc. The Royal 
Bank letter of October 1955 had a 
great article on “Owning Your 
Home”. Its theme was that our 
standard of living in Canada has 
risen far above regarding a house as 
a roof over our heads. Rather they 
believed that people today require 
that it be capable of becot::ung our 
home and our castle. And of course, 
many economic advantages accrue to 
the home owner. A house that is 
clear of mortgage, or on which the 
mortgage has been substantially re- 
duced, is a defence against adversity 
and a valuable possesion in old age. 
In the long run, the home owner is 
always economically ahead of the 
renter, quite apart from the many 
amenities he enjoys like the garden, 
etc, 





25 Per Cent of Homes 
Have Mortgages 


I would like to add that there is 
nothing derogatory about having a 
mortgage on your home. In the last 
census, out of 1,654,000 houses, 478,- 
000 had first mortgages and 38,000 
odd had both first and second mort- 
gages. 


An interesting fact that you may 
not know is that a house has been 
estimated to contain about 30,000 
different kinds of material. It is an 
assembly of many bits and pieces and 
of course there are levels of quality 
in all these things just as in woollen 
blankets or office equipment or cars 
or furniture, ete. 


Now I appreciate many of you 
salesmen here perhaps do not special- 
ize in selling homes, but the prin- 
ciples that I intend to talk about will 
apply to industrial, commercial, resi- 
dential or whatever phase of real 
estate you might be in. 


What is needed in this dynamic 
business? This business of real estate 
which involves all man’s activities? 
Basically, my thme is, that we ail 
need the professional approach. 


Professional Development 


Doctors, lawyers, dentists, study 
for years, they take refresher 
courses, they attend conventions, 
national and international, yet real 
estate salesmen in the average office 
tend to pose as authorities on values 
after about six weeks. 


I submit that real estate sales- 
men, the new salesmen, should not 
be allowed to value any house for a 
minimum of six months without an 
older and experienced man with 
them. I submit that we all need the 
professional outlook, the professional 
training for this business of real 
estate, your business and mine. 


You know there is a_ saying, 
“ignorance is bliss’. The first year in 
the real estate game I thought I 
knew all the answers, in fact I re- 
member trying to sell six theatres in 
the Ottawa valley. Looking back I 
knew less than nothing about the 
theatre business. I probably wasted a 
minimum of about six months. After 
22 years I am beginning to know 
that I know very little about real 
estate, and perhaps that is the be- 
ginning of knowledge. I would like 
to suggest that we all look on our 
profession of real estate as a lifelong 
education, as a continuous university 
course. I would like to suggest that 


(Continued on page 6) 
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“A good listing is more important than the prospect” 


our professional approach should in- 
clude as follows: 


Appearance 

A. Good Appearance—and this is 
so basic. If we don’t look prosperous 
how can we sell real estate in the 
substantial volume and at prices at 
which we work. I think we should try 
to attract the best educated men in 
our country to our profession of real 
estate. I have a little code word that 
I have developed which makes it easy 
for me to remember and that is the 
word “S IR E ”. Basically I think 
everybody in our business is govern- 
ed by this word whether he or she 
likes it or not. 

S is for Sincerity: no-one will deal 
with salesman who is not sincere. 
Truthfully, if you are not sincere 
about our business, don't like it, don't 
think it has a tremendous future and 
that these are wonderful times, I 
think before it’s too late and before 
you are too old, you should get right 
out of real estate. 


Next is I for Industrious. Once we 
had a salesman who at the end of 
30 days I said “How are you doing?” 
and he said ‘Terrible’. I said “How 
many people did you have out this 
month?” and he said “None”. Now, 
how on earth could he make a sale 
when he didn’t have any clients out. 
By being industrious, I mean he 
should be on time, he should keep 
his appointments: there is no idle 
time in our business. My partner 
often remarks the days are just not 
long enough in real estate. 

Some years ago we were giving 
intelligence tests in real estate and 
we had a man whose score was very 
high. He was so intelligent we took 
him on and after a month or two I 
discovered he would not work. What 
good is it to be intelligent if you are 
not prepared to work. I’d rather have 
the salesman who admits his 
ignorance, but hustles from morning 
to night. 


Now let’s come to R for reliability. 
If you say you are going to pick me 
up Saturday at 10.30 and this is 
Tuesday, you should be at my house 
at 10.30. My wife and I will be ready 
and waiting and if you do not turn 
up you lose a client. 


Better understate the case rather 
than overstate the case. If the taxes 
are $380 don’t tell me they are over 
$300, but rather say they are just 
under $400. I will be pleased when I 
find they are $380. Don't exaggerate. 
Be truthful with people and it will 
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spread like wildfire that you are 
reliable. 


Lastly E for Enthusiasm. I don’t 
think anyone can survive in our busi- 
ness unless he has_- enthusiasm. 
Granted we have had salesmen who 
are quict, who do not talk much, but 
I think they might be even better 
salesmen if they could cultivate en- 
thusiasm. Enthusiasm is contagious. 
If you enthuse about the house, once 
you feel the husband and wife like 
it, they in turn enthuse. Every time 
you make a sale, you are selling a 
part of Canada. Read the preliminary 
report by Lockhart Gordon, the 
“Gordon Report” from Ottawa. The 
fantastic future of Canada is not 30, 
40, 50 years away, but it’s right now. 
You know stocks and bonds went far 
down in the depression, much more 
so relatively than real estate, which 
on the average dropped about 50 per 
cent. I remember good sound stocks 
in 1929 selling over a hundred dol- 
lars, that went down to four dollars. 
Real estate stood up far better than 
any other form of investment. So 
let’s be enthusiastic about real estate. 
I can see the whole core of downtown 
Toronto being developed by high rise 
apartments and office buildings. 


Mechanics of the Business 

So now to recapitulate, do the best 
you can with your personal appear- 
ance, clothes, dress, haircut, shoe- 
shine, etc. I presume you have a good 
basic education and follow the code 
word “SIRE”. Sincerity, Industry, 
Reliability and Enthusiasm. But it 
requires a bit more than this to enter 
real estate. There is the mechanical 
end of the business. What do I mean 
by that? I mean: 


A. That you require a car, and 
this car, since it is your office when 
with the client, should always be 
presentable. Every good salesman 
requires a brief bag, prospect cards, 
good records. I am convinced many 
salesmen are never organized and 
gradually disappear from our busi- 
ness, purely due to lack of records 
and organization. 


I suggest we all have four folders in 
our desk, and this has been my ex- 
perience, by trial and error: 


© A sales folder. Every article per- 
tinent to selling that might help 
you, should be in your sales folder 
and read from time to time, when 
you have a quiet moment. 


Naturally you need a_ current 
folder. In this folder are current 


offerings, current letters, offers 
pending, etc. and 


Of course you require a personal 
folder for personal corespondence, 
bills, etc. 


Advertising folder. Then, — of 
course, I think every salesman 
worth his salt should make a 
constant study of advertising. Ad 
vertising, is our greatest cxpense 
In our own office we will prob- 
ably spend $90,000 primarily on 
classified advertising this year, 
last year we spent some $72,000. 
It has been estimated 80 per cent 
of the average advertisement is 
wasted, due to poor copy, poor head- 
lines, poor timing. I suggest that you 
all build up your advertising folder, 
because it is simply imposible for the 
avearge salesman to be an authority 
on advertising unless he studies con- 
stantly. He comes in and wishes to 
write some ads on houses, or in- 
dustrial property, far better for him 
to have a voluminous advertising 
folder, from which he can pick good 
headlines, good key words, good copy, 
etc. You save time and money. If you 
build up your two folders on seiling 
and advertising, you will be amazed 
at the amount of information acquir- 
ed by the year end. I have built my 
personal folders up over a period of 
years and now they amount to several 
large volumes. 


We are now at the point where we 
look like a professional salesman. 
When we go out we are well dressed, 
presentable car, brief bag organized, 
desk organized. We are ready for 
business. 


Never forget that you are in a 
service business. The public doesn't 
need us—we need the public. There is 
no big boss in any one office. The 
boss is John Public. Without him we 
wither and die in business. Keep in 
mind you have nothing to sell but 
service, and experience. Now I ap- 
preciate many firms are organized 
differently from ours but I can only 
tell you of our own experineces. We 
are trying to be, you might say, 
general practitioners in real estate. 
With that in view, we have seven 
departments. Briefly: Residential, 
Commercial, Industrial, Management, 
Rentals, Appraisals, Co-operative 
Apartment sales. The advantages of 
more than one department are, one 
supplements another. In many cases, 
if we sell a co-operative apartment, 
the buyer has a home to sell. Another 
business we've developed is Apart- 
ment Rentals and we hope that, 
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through the years, some of these 
rental clients may come to us to 
solve their housing problems. 


Just Two Clients 

We have only two clients in this 
business —- Vendor and Purchaser. 
They are of equal importance and 
we are the agent between them to 
bring them to a price where they 
agree. 

Before I talk about selling, I’ve 
heard many arguments. Which is 
more important—Prospect or List- 
ing? Today, in my opinion, the listing 
has the edge over the prospect. 
Thinking back to the hungry 30's, 
listings were no problem. Four out 
of five houses on a street were for sale 
the great problem was to find a pros- 
pect. 


“if you have a good listing you sell the property” 


are in Real Estate and the odds are 
you'll get many sales of properties 
from people leaving Toronto. 

*And of course your old customers 
are all important: keep in touch with 
them. If you fail to keep in touch 
with them they will fail to tell you 
when they are leaving town and sell- 
ing their property. 

The third source is a _ referred 
client, that is where a satisfied client 
refers a client to you. Let me give 
you a true anecdote here. 

Some years ago we sold a young 
man a home. Time passed and he be- 
came president of one of Toronto’s 
largest firms downtown. Last Febru- 
ary, 1956, the phone rang and a man 
said “My name is so and so. I have 
been recommended to you by Mr. so 
and so (our old client). I have a 


"A realtor has only two clients: 
the vendor and the purchaser” 


Then we went through the war 
years when there was a shortage of 
homes, and the great thing was to 
find the listing. Today, we are more 
or less in equilibrium, but good 
houses, good industrial buildings, well 
located stores, are more important 
than the prospect. If you have a 
good listing, you sell the property. 


Signs Are All Important 

We have made many sales, simply by 
putting up the “For Sale” sign on a 
factory, on warehouse, or on a house. 
We sold the Dominion Paper Box 
on King street off a sign. We also 
sold a large building to Canadian 
Tire on Dupont and Avenue Road 
off a sign. 

Listings today are more important 
than prospects. So let’s discuss, now 
we're organized, where do we get our 
listings? 

One day one of our salesmen came 
to me and said “I don’t know where 
to get listings”, it is the major cause 
for concern in the average office, al- 
though a few men seem to have a 
nose for listings. We sat down and 
came up with 29 or 30 sources of list- 
ings, and I intend to give them to you 
very hurriedly. 

Probably most important are per- 
sonal connections, where some friend 
of yours knows you are in the busi- 
ness. You can never be too well 
known. Let all your fr'-"ds know you 
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large apartment house for rent, would 
you take the job on?” We had never 
done any substantial volume of apart- 
ment renting, but in 60 days we rent- 
ed some 80 suites, obtained the man- 
agement of the property and recently 
sold (March 1957), this apartment 
house for a sum in excess of three 
quarters of a million. When I think 
back, this came to us from an old 


client who referred a new client to 
us. 


Third person influence is all im- 
portant. Always leave your personal 
card with as many people as you can, 
particularly when you are inspecting 
houses. 

Sold signs are important as a 
source of listings, people see you are 
active in the neighborhood. The sales- 
man who sells the house and then 
fails to sell the vendor on erecting 
a Sold sign, has done half the job. As 
We say in golf, he has not followed 
through on his swing. Furthermore, 
you suffer a black eye in the com- 
munity. Many people say—‘Oh! 
Shortill & Hodgkins didn’t sell the 
house” although we may have sold 
the house; due to failure of the sales- 
man failing to erect a sold sign, we 
have lost two or three listings. 

We have sold the same house on 
the same street as many as four times 
in four years. Don’t hide your light 
under a bushel, get those sold signs 


up, they will be worth thousands of 
dollars to you over the years. 


Classified ads on “properties for 


sale” owners should be followed care- 
fully. Recently we saw one that said 
“Principals Only”. Our salesman ig- 
nored this, saw the owner and sold 
the house quickly. Because we are 
professionals, we have waiting clients 
for homes in good areas. 


Many times I am asked about can- 
vassing in an area, I do not agree 
with this. It’s a tremendous waste of 
salesmen’s time, unless the buyer 
says “I wish to live in this particular 
block”. Harry Le Page told me many 
times he has gotten out of his car 
when he had the client there, gone to 
the door, and said “Mrs. Brown, I 
have a client-in my car who admires 
your home, yould you sell?” and he 
made many sales. But on the aver- 
age I would not canvass door to door. 


Owners’ “For Sale” signs, all the 
owner is saying in effect is, “I don’t 
know how to sell my house, but I’m 
trying’. He ends up by taking less 
than the house is worth. We have 
had many cases where we have gone 
in and sold the house quickly for the 
owner, after he wasted a month or 
two of time. 


Clubs and organizations are impor- 
tant sources of listings. News items 
of people leaving town, ‘‘Has he sold 
his house?” that’s the first question 
that should enter your mind. Be sure 
to read the financial pages about 
company transfers. 


Problem of Builders’ Houses 
Builders’ houses: If the builder ad- 
vertises his own house you know he 
is really desperate or he would not 
spend the money. Builders’ ads are 
a tremendous source of listings and in 
many cases the builder may have a 
buyer who will not buy his house, un- 
til he has sold his own. How can the 
builder give service, how can he leave 
his job with all the many duties he 
has from day to day with workmen, 
run over, inspect Mrs. Jones’ house, 
advertise it, show many people 
through and obtain the top price in 
the quickest time? He just can't do it. 
The builders are a great source of 
leads, property cultivated. Never an- 
tagonize the builders, they are creat- 
ing our merchandise on the shelves 
for us. I never worry if a builder 
sells his own home, because after the 
initial sale he is gone from the neigh- 


(Continued on page 8) 











AN INTRODUCTION TO SELLING REAL ESTATE 


(Continued from poge 7) 


borhood and that house will be sold 
by realtors for the next twenty to 
fifty years. Work in peace and har- 
mony with builders, trust companies 
and solicitors. 


Solicitors can be a terrific source, 
we have had many leads from them. 


Your competitors also can be a 
source of listings. We've been refer- 
red to clients by Realtors in West 
Toronto who did not work in East 
Toronto, and vice versa. After you 
have made a sale in an area, it pays 
to canvass the neighbors for ten - 
fifteen houss, say “Mrs. Jones, we 
have just sold your neighbor's house 
down the street, would you consider 
selling? We have certain clients who 
are sorry they missed this home and 
wish to be in this area.” Let's contact 
satisfied vendors after the deal has 
been closed, the average salesman 
seems afraid to go back and see the 
vendor after the deal is closed. 


Insurance Companies all work on 
rule of three. After they sell a policy 
they are taught to ask “Do you know 


LOOKING FOR AN 
EFFECTIVE ADVERTISING 
MEDIUM IN ALBERTA? 


Sell the BIG ALBERTA MARKET .. . through 
the Edmonton Journal CLASSIFIED 
SECTION. The constantly growing 

volume of British Columbia and 
Saskatchewan advertisers reflects the 
teal power of Journal Want Ads 
in selling business and commer- 
cial property in Western 
Canada. Advertise where 
Alberta investors look... 
the Classified Section 
of The Journal. 


THE EDMONTON 
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One of the eight Southam Newspapers 





three other people that might buy in- 
surance?” Let’s ask the vendor “You 
are satisfied with your deal, do you 
know anyone else that wishes to buy 
or sell?” 


Ask customers what house they've 
seen, it’s silly for us to go out and 
show the same houses—this is a per- 
fectly legitimate way of obtaining 
listings. My partner uses this with 
great success in industrial listings. 
It’s foolish for us to drive over To- 
ronto showing the same houses, find 
out what Mrs. Jones has seen before 
you start to show her houses in other 
districts. It saves you time and hers, 
automatically you obtain more list- 
ings. 

Births, deaths and marriages are a 
good source of listings. If you notice 
Mrs. Jones has died and it says 
“Widow of the late Mr. Jones”, and 
the family grown-up, automatically 
that house is for sale. While I don't 
approve of ambulance chasing, it is 
proper at a later date to get in touch 
with the executors and see if they 
Will sell the house. 


Vacant houses can be checked 
through assessment department, you 
could alway go to the house on either 
side and find out where the owners 
are. A vacant house if not carefully 
looked after soon has the windws 
broken, it’s a service to out-of-town 
owners to contact them as quickly as 
possible and see if they will sell. Out- 


of-town owners that own rented pro- 


perties should be contacted to see if 
they will sell. This of course necessi- 
tates a salesman going to City Hall 
and checking to see which houses are 
rented and where the owners live. 


Another source should be the 
houses you've sold over the years. 
You should constantly check back 
with these people to see if they wish 
to re-sell, that they bought the house 
one, two, three, four years ago, prices 
are up, perhaps the house is too large 
or too small. 


I don’t intend to dwell on picking 
up people waiting for buses or street- 
cars except to say we have made 
sales of that sort. Write businessmen 


‘complimentary letters on promotions, 


any happy news for their families, in 
fact I have just written to Vancou- 
ver where a friend of mine has been 
made president of a large Company. 
I do not do this with the thought 
that we should obtain listings, but 
it’s amazing how it works out. 


Testimonial letters would he 
important, particularly with indus: 
rial properties. If you could obta 
letters from satisfied vendors of lar 
factories or plants, it would certai: 
be effective in selling me, the pla: 
owner, on the idea of listing wit 
you. You should have a folder maid: 
of these testimonial letters. Brochure 
have their place, particularly in in- 
dustrial real estate, but frankly 
average small house sale, brochury 
could be a waste of time. I can se 
their use in a large luxurious hom: 
perhaps $75,000, $100,000 and up. 


Follow in when the builder's hous, 
is sold, perhaps the buyer has not 
sold their house and you know the: 
must sell their home. 

Expired Co-ops could be a fertile 
source. I, the owner, might be im- 
pressed if you had inspected my pro- 
perty even though I did not have it 
listed with your office. Frankly, how- 
ever, if you came to me and said 
“The Co-operative listing has expired 
with another firm, do you still wish 
to sell the house?” and you had not 
inspected it, I would be loath to give 
it'to you. I think I would either re- 
new it on an exclusive basis with the 
original listing firm, or give it to 
some firm that has been active in 
showing the property. It’s important, 
therefore, that you all inspect one 
another’s Co-ops. 

Many of you take the blue sheets. 
This is a service, that of course is 
paid for by the office, wherein own- 
ers’ ads are clipped out, granted 
these ads are four, five davs late, but 
that is a good feature. If you want 
a house in a certain area, look over 
those sheets and go back as many 
as two and three months, you might 
quickly spot a listing that would suit 
your buyer. 

Salesman’s Handbook issued by T.- 
R.E.B. gives other sources of listings. 
They should be as many as your ima- 
gination. This is a very hurried sug- 
gestion as to sources, I think you will 
find we have discussed some 25 or 27 
sources. 


My opinion is, the best salesman 
in the country can’t sell if he has 
nothing to sell, therefore, obtaining 
a listing is the all important step. 

The fallacy in our business with 
most salesmen is that they want to 
spend 90 per cent of their time sell- 
ing and about 10 per cent listing. If 
you want to double, treble your pre- 
sent income without any more work, 
spend 90 per cent of your time listing 
and 10 per cent selling, your increas- 
ed income will amaze you. 

(Mr. Shortill’s article will be con- 
cluded in the August issue) 
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Cover Picture Story 


TIE UP $12 MILLION 
LEASE-BACK DEAL 


$12,500,000 Real Estate Deal Culmination 
Of More Than Three Years of Negotiations 


Behind the recently announced 
$12,500,000 purchase and lease-back 
transaction involving 277 service sta- 
tions and six bulk supply depots in On- 
tario, Quebec, Nova Scotia, New 
Brunswick and Prince Edward Island 
of Canadian Petrofina Limited is the 
story of more than three and a half 
years of negotiations betwen two 
companies established less than four 
years ago but with limitless faith in 
the future of Canada. 

Our cover photo this month shows 
one of these modern stations. 

These companies are, of course, 
Canadian Petrofina Limited and Tan- 
koos Yarmon Limited, national Cana- 
dian realty investment firm with 
head office in Toronto which acted as 
broker in this the largest lease-back 
real estate transaction in Canadian 
history and one of the largest single 
real estate transactions of any kind 
in Canada. 

Elliot Yarmon, president of Tan- 
koos Yarmon Ltd., who had entered 
the real estate business in New York 
following the Second World War, 
had become interested in the possi- 
bilities for the investment of U.S. 
capital in Canadian real estate as 
early as 1949, through handling 
several transactions for a client. In 
1952, he moved to Montreal to make 
an extensive study of the Canadian 
real estate investment business. 

Soon after arriving in Montreal, he 
became acquainted with A. F. Cam- 
po, at that time an executive of 
McColl-Frontenac Oil Company 
Limited, which refines and markets 
petroleum products in Canada under 
the Texaco brand name. 


Future for Lease-Back 

Mr. Yarmon’s studies indicated 
there was a tremendous future for 
lease-back type of operations in 
Canada, and with this in mind, he 
approached Mr. Campo with a view 
to arranging such a deal with 
McColl-Frontenac to include such 
buildings and facilities as a new head 
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office building, service stations and 
supply depots. While Mr. Yarmon 
acted as consultant and adviser over 
a period in this regard no concrete 
agreement was reached on a lease- 
back transaction at that time. 


Shortly afterwards, Belgian fi- 
nancial interests with extensive hold- 
ings in the international oil industry, 
formed a Canadian company to 
establish itself in the petroleum busi- 
ness in this country. This was Cana- 
dian Petrofina Limited, an associate 
company of Compagnie Financiere 
Belge des Petroles ‘“Petrofina” S.A. 


As their senior executive, Cana- 
dian Petrofina chose Mr. Campo of 
McColl-Frontenac and offices of the 
infant company, destined to become a 
giant in the Canadian field, were 
opened in the Croydon Hotel in 
Montreal. It was at this time that 
Mr. Yarmon again approached Mr. 
Campo with a view to negotiating a 
sale and lease-back transaction with 
the new company when and if it 
reached the proportions that such a 
deal would be feasible. 


Fascinating Growth 


During the next three and a half 
years, the growth of Canadian Petro- 
fina was, and continues to be, one of 
the fascinating stories of the petro- 
leum industry. Very rapidly, it open- 
ed stations in Quebec and Ontario 
and then in the Maritimes. It erected 
bulk suply depots to meet the re- 
quirements of the service stations 
and commenced construction of its 
own refinery which opened in 1956. 
To supply the crude oil for the re- 
finery, it entered into an agreement 
with Great Plains Development of 
Canada Ltd. to develop wells in the 
Pembina field of Alberta. At the 
same time it acquired an interest in 
the pipeline from Portland, Maine, to 


‘Montreal through which crude flows 


from Caribbean 
refinery. 


tankers to the 


Throughout this period of rapid ex- 
pansion, Mr. Yarmon continued to 
discuss and advise Mr. Campo on the 
problems and advantages o fa sale 
and lease-back deal. 


In the meantime, Mr. Yarmon 
moved from Montreal to Toronto 
where in association with Joe Tan- 
koos of Tankoos & Company, New 
York real estate brokers, established 
Tankoos Yarmon Ltd., to channel the 
investment of United States capital 
into Canadian real estate. 


Negotiations Intensified 

With the formation of this new 
company, negotiations were inten- 
sified and discussions were held in 
Montreal, New York, Toronto and 
other cities in both Canada and the 
United States by Yarmon, Tankoos 
and company Officials. Major United 
States investment banks on Wall 
Street and other large investors were 
brought into the picture in an 
attempt to conclude a_ successful 
agreement. 


In the meantime Tankoos Yarmon 
Ltd. was completing other major 
realty investment transactions in all 
parts of Canada. The Copeland Build- 
ing in Ottawa, ocupied by several 
Government Departments and the 
Metropolitan Life was purchased and 
leased back. The Royal Bank Build- 
ing in Toronto was acquired as a 
long-term investment property. New 
facilities were financed for such 
Canadian companies as Underwood, 
Frigidaire and Computing Devices of 
Canada. Buildings were built in 
Western Canada for The California 
Standard Company, a subsidiary of 
Standard Oil of California. All told 
more than $35 million has been in- 
volved in these transactions. 


Growth Continues 

By this time, Tankoos Yarmon Ltd. 
was in the role of broker for the 
transaction between Canadian Petro- 
fina’s Alfredo Campo and Bill Zecken- 
dorf of Webb & Knapp (Canada) 
Ltd. as principals. All of the ex- 
perience of both Yarmon and Tan- 
koos was necessary to keep the deal 
on the rails. 


Finally, almost three and a half 
years after the initial discussions were 
held betwen Elliot Yarmon and A. F. 
Campo, Canada’s largest sale and 
lease-back transaction, involving 
more than $12,500,000 in service sta- 
tions and bulk supply depots, was 
concluded when legal documents 
were signed in the luxurious sky- 
scraper head office of Canadian 
Petrofina in Montreal last month. 
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CO-OP REPORT 


“Over the top” Again! 


May Sales Hit Record-Custing 
$32,965,635 over Dominion 


May was a dazzling month for Co- 
op sales across Canada. 

e for Hamilton it was a= gala 
month with the board reporting 
its biggest ever Co-op sale...a 
whopping $450,000 (see page 18) 
for Toronto, it was the first time 
the Board reached a monthly 
total sale of over $9 million. 
Oshawa reported a month's total 
of nearly $300,000, which was 
more than their total for the 
whole of 1956. 

Total cross-Canada sales were 
up $8 million over the month of 
May last year, and $5 million 
over April, 1957. 

Winnipeg sales went over $2 mil- 
lion for the first time since the 
board’s inception. (see page 19) 

There were few changes amongst 
the league leaders. 

Winnipeg moved up one place from 
last month to oust Montreal from 
sixth place Kitchener-Waterloo 
board, with a sales figure of over 
$800,000 moved up to eleventh spot 
ahead of Victoria, despite the fact 
that Victoria was up $160,000 on last 
month's sales. 

Oshawa-Whitby also made a fine 
showing; with sales up 50 per cent 
from last month she climbed two 
places and now stands as No. 19, 
ahead of Oakville and Sudbury. 


Your 
PUBLIC 
RELATIONS 


Many realtors find a worthwhile . 


opportunity to promote good public 
relations by accepting engagements 
to address various gatherings. 

It’s not necessary to have the “gift 
of gab” to score a hit on such occa- 
sions. Factors that count more in 
assessing results are given in a list 
of questions submitted for the guid- 
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Phil Seagrove, better known 


country. 


Millions 


Monthly graph shows 
how this year's co-op 
sales across Canada 
are climbing steadily 
and are well above 
the sales reported 
last year. 


MAR. 


ance of judges in a recent oratorical 
contest. Here they are: 

Was the speaker’s approach to the 
subject original and positive? Was 
the point of view or purpose apparent 
to the audience? 

Did the speaker back up his state- 
ments with facts, illustrations, sta- 
tistics or logic? 

Did the speaker give evidence of 
the fact that he was talking to an 
audience? Did he look at his audi- 
ence? Did he display feeling for his 
audience, interest in his subject, sin- 
cerity and enthusiasm? 

Did the speaker use his voice effec- 
tively? Did he vary his force, con- 
sistent with the meaning he wished 
to convey? 

Did the speaker use his body ef- 
fectively—facial expression, posture, 
hands? Did they add effectiveness to 
the idea or did they detract from it? 

These are good questions. A speak- 
er who inspires the answer “Yes” to 
all of them is providing his listeners 
with top flight oratory. 


* * * 


Q. Our Board executive is seriously 
considering expressing its views on 


as “Mr. Co-op", with the 
comparative review of co-op 
operations 


across. the 
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Total Sales in 1956, by months. 


...... Total Sales in 1957, by months. 


public issues, something that it has 
not done in the past. What is your 
opinion of such a policy? 

A. Opinions expressed by responsible 
organizations on matters affecting 
their members and the community 
are always welcomed by legislators. 
How can they gauge reaction to pro- 
posed measures, if the interests af- 
fected remain silent? 

By all means, encourage your 
Board executive to make its attitude 
known, making sure that the opin- 
ions expressed do accurately reflect 
the views of the majority of Board 
members. 


Blane, Fullerton 
& White 


LIMITED 


Realtors, Financial Agents 
Insurance Managers 


Business established 1926 


517 Hamilton St., Vancouver, B.C. 
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Your Appraisal Editor, J. I. Stewart, is a graduate 
of the University of Toronto and Osgoode Hall Law 


School. 


He has also successfully completed the 


Post Graduate Course in Town and Regional Plan- 
ning at the University of Toronto and is a graduate 
student in the Institute of Business Administration of 
the School of Graduate Studies, University of Tor- 
onto. Mr. Stewart is manager of the Appraisal and 
Mortgage Department of Shortill & Hodgkins Lid., 


Toronto. 
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By KURT WOERNER 


J. A. STEWART 


M.A.1., A.A.C.L., 
S.R.A. 


A . 
ne Appraiser 


Mr. Woerner's article is reprinted by permission of the "Realtor" 


published by the Philadelphia Board of Realtors. 


About a month ago my telephone 
rang. “Doc,” said the familiar voice 
of a former student, ‘I am in trouble 
and need your professional advice”. 

“Go ahead,” I replied, “I hope I 
can help you”. 

The young man’s trouble had start- 
ed when he had tried to convince a 
prominent citizen that a “dream 
house” which he had built for him- 
self and his wife six years ago was 
not worth $47,500, but only $35,000. 

“You know,” the broker aid to me, 
“This fellow suspects that I want to 
make a quick turnover and sell his 
house considerably under its market 
value. Since we are reasonably good 
friends, I was able to convince him 
that he should have an appraisal 
made by a competent and disinterest- 
ed appraiser at his expense, and that’s 
where you come in. How much will 
it cost him?”. 

“Joe,” I said, “J tell you what I 
will do. I will come out to your place 
now and we will have a look at the 
property; then we'll decide what the 
fee should be”. 


A Changing Neighborhood 

A drive through the general neigh- 
borhood showed clearly that this sec- 
tion was entering the second occu- 
pancy cycle. Surrounding properties 
were about 30 years old; well kept to 
be sure, but there were definite signs 
of a changing neighborhood. 
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The inspection of the house itself 
disclosed that it had been built about 
eight years ago. It occupied a double 
sized corner lot, beautifully landscap- 
ed and immaculately kept. The im- 
provements had made it truly a 
dream house. The room sizes were 
generous, the workmanship excellent, 
the latest in style and quality. There 
was lots of closet space; a two-car 
garage With extra parking for guests, 
a laundry, a workshop and a fully 
equipped recreation room. 

As We ascended to the second floor 
on the plush carpets which covered 
the stairs I thought, looking down 
into the spacious center hall, this is 
truly a remarkable specimen of a 
house. I must find out who the archi- 
tect was. 


Small Upstairs Accommodation 

Once upstairs, however, I was 
taken back when I noticed that there 
were only two bathrooms, though 
very large, and one small sewing 
room on the second floor. 

The lady of the house who conduc- 
ted our tour must have sensed some- 
thing of my dismay for she remark- 
ed, “You know this house was special- 
ly built for the two of us. We like 
spacious rooms and lots of light and 
comfort”. At the end of the trip, 
We were handed a complete cost 
breakdown of the house and lot show- 
ing cost of land and building includ- 


ing architect's fees and builder pro- 
fits in the amount of $47,500. 

At the end of the estimate there 
was a note attached by her husband 
stating that increased costs of land, 
labor and materials undoubtedly off- 
setting my possible depreciation. 


Cost Doesn't Equal Value 

Back at the broker's office, we 
analyzed the problem. It turned out 
to be quite simple: How to convince 
this citizen and his wife that a cost 
is not necessarily equal to value? 

As in most residential appraisals 
the market data approach is the 
number one indicator of value. My 
young friend had assembled not only 
a large number of sales in the general 
and immediate neighborhood of the 
property but he had also on hand a 
number of sales of new properties to 
show what can be bought for $47,500 
in an ideal neighborhood. All sales 
were related to the subject property 
as to time, condition of sale, size o! 
lot, number of rooms, condition of the 
building. These were then broken 
down into comparable unit prices for 
land and rebuilding so as to give @ 
guide to values of the subject pro- 
perty. The result was a possible price 
range of between $34,000 and $38,000 

To make the result fully convin 
cing, all sales were carefully doct 
mented and < detailed map, indicat- 
ing various comparable properties. 
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was included in the final appraisal 
report so that the client could look 
at them himself at leisure. 


The final valuation was given at 
$35,000 with the added statement, 
however, that there is always the 
possibility that a special buyer is 
looking for just such a_ property 
might be willing to pay 10 per cent 
more, if his wife were really crazy 
about it! 


“Misplaced and Overimproved" 

The body of the report pointed out 
that this property was not only mis- 
placed but also overimproved; that 
only three bedrooms constituted ser- 
ious incurable obsolescence and that 
anyone with $47,500 to spend would 
most probably choose a new house in 
a new neighborhood. 


The cost approach was used only 
as an explanation of just how the 
difference between $47,500 and $35.,- 
000 occurred in such a short time. It 
Was explained that the loss of value 
had come about at the time of the 
erection of this property and had 
little to do with the passage of time 


Glickman scoffed at the cynics who claim that America’s 


frontiers are conquered. 


“I still believe in America as the land of great oppor- 
tunity,” he declared. ‘All it takes is imagination and a 
kind of prudent daring to create big deals out of little deals. 


“For me, the romance in real estate is the investment 
that brings a return of 33 or even 500 per cent.” 


Glickman, founder of the Manhattan realty investment 
firm, Glickman Corporation, addressed his remarks to 
more than 100 editors gathered at New York Stock Ex- 
change to participate in an unusual press conference in 
observance of “Invest in America Week.” 


“A few years ago,” he recalled, “I bought the old Boston 
Store property in Chicago, on the busiest corner in the 
world, State and Madison. Through a sale and leaseback. 
arrangement, I was able to find someone willing and plea- 

"+9 accept a guaranteed return of 1214 per cent in the 


con. sent, practically tax fr 
retary'nt, Practically tax free. 


Toron wever, took the bigger risk in the deal and realized 
Bil?” cent return on my investment before taxes. In fact, 
indice up controlling a building priced at $14 million, 
ft Only $600,000 cash, plus an assured annual income from 
rentals of $200,000. I and my associates romanced that 
deal until I found a way to make the conservative in- 
vestor happy and still please my own sense of adventure.” 
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Imagination, Boldness Needed 
Declares Glickman 


Louis J. Glickman, New York real estate investor, des- 
cribed boldness and daring, tempered with prudence, as 
the key to success in the real estate investment field. 


although the lapse of six years inten- 
sified the loss of value from function- 
al and economic obsolescence. 

The result was startling. To the 
satisfaction of my broker friend, his 
client was able to see the reasonable- 
ness of the final appraisal value. 


* Sa * 


The services which the independ- 
ent appraiser can furnish to the brok- 
er are not limited to residential pro- 
perties. There is the case of a laun- 
dry company located within the met- 
ropolitan area which had outgrown 
its plant and was forced to look for 
a new location with adequate park- 
ing. The local broker easily found 
the ideal spot for him but he ran into 
a snag when he was forced to in- 
form the owner that instead of $100,- 
000 the property was only worth 
$60,000. The misunderstanding was 
a common one. The owners had con- 
fused the insurable value with the 
market value. An appraiser was call- 
ed in and an array of recent sales, 
property documented and analyzed, 
cleared up the misconception. Again, 
everybody was satisfied and content. 





Low Appraisals, Occur, Too 


It is not always only the owner 
who is simetimes mistaken about 
the value of his holdings. Analysis 
of a specially favorably located pro- 
perty along the Blackhorse Pike in 
New Jersey revealed that both the 
owner and the broker had been too 
low in the estimated value of a large 
piece of ground located at an impor- 
tant intersection of two heavily tra- 
velled roads in southern New Jersey. 


The highest and best use indicated 
that the location was well suited for 
a supermarket and on that basis of 
an appraisal the broker is now nego- 
tiating with a food chain for a price 
twice as much as he had originally 
estimated the property to be worth. 

The above cases illustrate the fact 
that there is a very happy field of co- 
operation possible between the pro- 
gressive broker and the competent 
independent appraiser. 


In many cases appraisal assign- 
ments have led to real estate con- 
sulting the appraisal shows the small 
broker that he has something by the 
tail but doesn’t know how to handle it. 












































“lhauk You 


Commenting on The Daily Star's recent cam- 
paign of full page advertisements published in 
the interests of the real estate profession, Paul 
S. Starr of Orangeville and Toronto says in part: 


. ++ my sincere thanks and apprecia- 
tion to you for the very excellent full 
page advertisements that have re- 
cently been published in your paper 
- .. such great advertisements could 
not help but do a lot of good to us 
many hundreds of people in the realty 
business and particularly of course, 
the smart, aggressive ones who place 
advertising in your newspaper.” 


Another Daily Star service for Realtors, another 
reason why The Star publishes more Classified 
real estate advertisements than both other To- 
ronto newspapers combined. 


The Toronto Star 


80 KING STREET W., TCRONTO 


Wr. Stan! 


EMpire 8-361 
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Preview ot Conterence Activities... 


14th Annual C.A.R.E.B. Conference 
Vancouver, October 19-23 


For six months now the conference 
committee and your executive com- 
mittees have been working on plans 
to make the C.A.R.E.B.'s 14th Annual 
conference in Vancouver an outstand- 
ing success. 

And a peek at their preliminary 
plans has convinced your editor that 
it’s well on the way toward being the 
“best yet”. 

The city of Vancouver, particularly 
at the October season will be one of 
the most attractive conference sites 
we've yet had. It is a city of romance 
to most Easterners, being at Cana- 
da’s gateway to the Orient. And for 
those with a yen to see a little of the 
Orient, there’s a post-conference trip 
to Hawaii for a 13-day vacation. 


Twixt Mountains and Sea 

In Vancouver, a city between 
mountains and sea, Realtors who 
have not yet visited British Columbia 
will have a chance to become better 
Canadians by getting acquainted 
with this region of our many-faceted 
nation. With the mountains on one 
side and the blue Pacific on the other, 
Vancouver is one of the most active 
and fascinating cities in Canada. It 
has many attractions for the con- 
ference delegates. 

Plans for the 1957 conference 
swung into second gear following the 
recent C.A.R.E.B. mid-term  con- 
ference in Toronto. This meeting 
further developed the diversified and 
balanced conference program. It was 
recognized that many programs in 
the past have over-emphasized one 
phase of activity at the expense of 
others — not so in ‘57. Careful 
planning has resulted in a balancing 
of the important conference functions 
such as round tables, 2anels, speakers 
and entertainment. 

We're sure the 1957 program has 
the right blend for you. 

Vancouver is going all out to make 
this a conference to remember. About 
800 delegates and their wives are ex- 
pected to attend, so make your plans 
to join in the biggest conference in 
C.A.R.E.B. history. 

Four hundred hotel rooms are un- 
der reservation, bulk of these are in 
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the “convention” hotel, the Van- 
couver. Other rooms have been re- 
served at the Georgia, Devonshire, 
Ritz and Grosvenor. 


Ideal Convention Site 

Interest in the convention is run- 
ning high, notes John Kelly of Pem- 
berton Realty Co., chairman of the 
Vancouver Real Estate Board Con- 
vention Committee, presumably be- 
cause of the national interest in the 
Pacific Coast as an ideal convention 
site. Plans are being based on an 
anticipated registration of 800 dele- 
gates and wives. This compares with 
280 delegates at the convention in 
Halifax and 600 at the Edmonton 
convention. 


Wings over the Rockies 

Discounts are available for Real- 
tors who travel to the conference by 
air. Drop a line to Bill Follows 
at C.A.R.E.B. headquarters if you'd 
like details about this cut-rate fare 
on T.C.A. 


Highlights of the Convention 
SATURDAY, October 19th: 

. is when the registration desk 
in the foyer of the Hotel Vancouver 
opens. There'll be golf in the after- 
noon. 


SUNDAY, October 20th: 


In the morning there'll be a meet- 
ing of the executive committee and of 
the Board of Directors. Golf is 
scheduled for the afternoon, and in 
the evening there will be a_ past 
president's dinner. This will be 
followed by a _ reception for all 
delegates. 


MONDAY, October 21st: 


Jack Kelly is scheduled to call the 
conference to order at nine o'clock. 
There'll be welcomes extended to 
delegates by the Mayor of Vancouver, 
and by J. S. Stevenson, president 
C.A.R.E.B. H. W. Follows will 
present the executive-secretary’s re- 
port. 

First speaker of the morning will 
be Sam G. Russell of Denver, Colora- 
do, director of N.A.R.E.B. 


His speech will be followed by 
further business sessions. There'll be 
panels on Co-Op, on Appraisals and 
on Organized Real Estate In Canada 
during the afternoon. This latter 
panel will feature regional vice- 
presidents of C.A.R.E.B. as panel 
members. 

A reception will follow dinner, at 
which the speaker will be Dr. 
Truman, of Ottawa. 


TUESDAY, October 22nd: 

Kicking off proceedings on Tuesday 
morning will be six concurrent 
round tables on topics of inteerst to 
every Realtor. They are Appraisal, 
Property Management, Advertising, 
Industrial and Commercial Real 
Estate, Residential Selling, and 
Investment. 

After the round tables there'll be 
a tour of Vancouver for delegates 
and their wives. 

Rev. Billy Hills will be the speaker 
at the Tuesday luncheon. 

Opening the afternoon business 
session, will be W. H. Sherthill, past- 
president of C.A.R.E.B. who will 
speak on “Salesmanship’’. Program- 
med to follow Mr. Shorthill are two 
panels: one on residential sales to be 
led by P. J. Harvey, and one on 
Industrial and Commercial at which 
the moderator will be D. S. Mansell. 

Tuesday evening’ there'll be 
featured entertainment, floor show 
and dancing. 


WEDNESDAY, October 23rd: 


Round tables on the subjects listed 
for Tuesday morning will continue on 
Wednesday morning. 

At the morning business session. 
Realtors will hear from E. M. Boerke 
of the Society of Industrial Realtors. 
Election of officers for the ensuing 
year will follow Mr. Boerke's addres 

George Vincent of the Alumifor 
Company of Canada will addizive a 
luncheon on Wednesday. pro- 

Details for the Wednesday price 
noon program are not yet fin.00. 
but they will probably include on .. 
terview panel, reports from the reso- 
lutions committee and amendments 
and by-laws committee, winding up 
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with the final banquet at 7 p.m., where 
realtors will hear from the president- 
elect. 


C.1.R. Program 

The Canadian Institute of Realtors 
will be holding meetings before the 
main conference. Here’s an outline 
of the schedule: 


FRIDAY, October 18th. 
9.30 
meeting. 

1.30 p.m. Governing council meet- 
ing. 


a.m. Executive committee 


SATURDAY, October 19th. 

9.30 a.m. General meeting of C.LR. 
membership. Election to governing 
council. 

12.30 p.m. Luncheon (speaker will 
be announced later). 


Last Cail 
ee ae Fe .8 
For tlawaiian fioliday 

Bill Follows advises that he has a 
large folder of applications for the 
tour to Hawaii, that the C.A.R.E.B. 
is arranging to follow the Vancouver 
conference. 

“If you haven't sent in your ap- 
plication” advises Bill, ‘better do so 
now, as bookings for this enchanting 
trip will be closed soon.” 

Why not top off your visit to the 
Vancouver convention with a 13-day 
trip to beautiful Hawaii? 

This trip is available to delegates 
who will be attending the annual 
in Vancouver. Present 
arrangements are to leave Vancouver 
by CPA on October 25th. The 13-day 
vacation would give time for sight- 
seeing, shopping, surfing, hula shows 
and other traditional Hawaiian festi- 
vals, including “luau” or traditional 
Hawaiian feast. 


Reasonable Rates 


Cost of the tour is most reasonable 
as arrangeemnts are being made on 
a group basis. Air fare to Honolulu 
and return is $250 per person. Single 
accommodations at the Moana Hotel 
will be about $152.50, double about 
$118 per head, covering the 12 days. 

If you are interested in knowing 
more about this tour, or if you have 
any questions, we would ask you to 
contact Bill Follows, Executive Sec- 
retary, C.A.R.E.B., 1883 Yonge St., 
Toronto. 


Bill is most anxious to get final 
indication as to the number who will 
be taking this tour as early as pos- 
sible, so we would ask that you ad- 
vise him immediately if you are even 
tentatively interested. 
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Conference Personalities 


Here are just a few of the people you'll be hearing from 
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"Residential Sales" 


Pat Harvey is one of Canada's most active and 
best-known realtors, having been on the executives 
of OAREB, CIR and CAREB for many years. Ad- 
ditionally, he has served on the Brantford Com- 
munity council, the Brantford Board of Trade, and 
the Brantford Suburban Planning board. Mr. Har- 
vey has tremendous experience and training in all 
aspects of reai estate: seven new subdivisions are 
to his credit in recent years. 


Specialist in Investment Property 


"Salesman Sam" from Colorado 


Realtors in Colorado call him "Salesman Sam" or 
"Real Estate Russell". They know Sam Russell well 
because he has served them as President of the Col- 
orado Real Estate Board. He's nationally known as a 
sales trainer and an inspirational speaker. He has ap- 
peared before enthusiastic audiences from New York 
to California and from Florida to Canada. He is one 
of the feature speakers for the National Association 
of Real Estate Boards in the U.S. 


is Harvey's Topic 
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U.S. Realtor is Planning Expert 


E. M. Boerke has specialized in industrial and com- 
mercial real estate in Milwaukee from 1931 to 1957. 
He's been a member of the Milwaukee Real Estate 
Board since 1926, and serves on the city's planning 
committee. He's a charter member of the Society of 
Industrial Realtors, and is active in various national 
capacities, on the Board of Directors, and as District 
Vice-President. 


President of the real estate investment firm of Tankoos 
Yarmon Ltd., Elliott N. Yarmon was born in New 
York. He served in the army after his graduation 
from Columbia Law School. Since then, he's been in 
the real estate business, and in 1952 moved to Can- 
ada, to set up his firm, with the primary function of 
channelling U.S. investment funds into Canadian real 
estate. Transactions amounting to $35,000,000 have 
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been handled by the firm in recent years. 
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: Leads Industrial, Commercial Panel 
f 
ay ow 
] D. S. Mansell, former president of the CAREB, and 
\ well-known Vancouver Realtor, will be moderator of 


the panel on Industrial and Commercial selling. Long 
associated with the firm of Macauly, Nicolls Maitland 
and Co. Ltd., Mr. Mansell will bring a wealth of in- 
formation to the delegates attending this panel. 
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CANADIAN ASSOCIATION OF REAL ESTATE BOARDS 


14th Annual Conference, 1957 


Sunday, Monday, Tuesday, Wednesday ... October 21 to 23 


Flotel Vancouver, Vancouver, B.C. 


REGISTRATION FEE Registration fee includes everything, ail business sessions, 


Brokers, Salesmen, all luncheons, all receptions, all dinners, final banquet, 
and Salesladies $45 and entertainment. 


Wives and Guests $30 Cheques should be made payable to: Canadian Association of 
Daily Registration . $s Real Estate Boards. 


You'll be able to enjoy the 1957 C.A.R.E.B. convention in come first served basis. In order to obtain the hotel accom- 
Vancouver if you know that the hotel space you want is all ar- modation of your choice, review the hotel rates outlined below, 
ranged. And the best way to do that is to register now. This make your selection and REGISTER TODAY. If possible fill 
will be the biggest convention in the Association's history. Not out the form completely, not omitting the time of your arrival 
all delegates will be able to register in the Conference hotel. so your room can be ready when you want it. 

Reservations in the Hotel Vancouver will be granted on a first 





CONFERENCE HOTEL ACCOMMODATION 
HOTEL NO. OF ROOMS | SINGLE DOUBLE SUITES ' DOUBLE RATE KITCHEN 


Hotel Vancouver 250 $8.50 - $11.00 $12.00 - $15.00 $22.50 to $30.00 
Hotel Georgia 


Devonshire Hotel caine $9.50 - $10.00 $10.50 - $11.50 | $11.50 plus $5 extra 
| per person 


Ritz Hotel | ie 
Hotel Grosvenor ~~ $450 - $750 

York Hotel 

Burrard Mote! 

Kamlo Motel 

Sylvia Hotel seiaccaceee $8.00 - $10.00 . i $15.00 up 


The Georgia, Devonshire and Ritz Hotels are all less than one block from the Hotel Vancouver. The Grosvenor and York Hotels and the Bur- 
rard Motel are less than two blocks; whereas, the Kamlo and the Sylvia are not within walking distance. 


C.A.R.E.B.'s 14th ANNUAL CONVENTION, OCTOBER 21-23, 1957, VANCOUVER, B.C. 


TO: Registration Chairman, 
Vancouver Real Estate Board, 883 Howe St., Vancouver ,B.C. 


| plan to attend the conference, and enclose my cheque for $............”. to cover the registration fee. It is understood that in the 
event | am unable to attend, this advance will be refunded to me, provided | advise you before October 10, 1957. 


NAME atemetchi ; ; ; : tien <adakabetaiatos oe ae 
(Broker, Salesman, Guest) 


ADDRESS 
1 am a member of the 


Hotel (Ist choice) cate Luu. Accommodation required 


(2nd choice) .... Seer ed ee NT Rees SEN ANE EE PRONE CY . .. Accommodation required 
Arrival date and time foes Sianeli ilies ai nadtcisiarmiandesiansine a ee a 
Below | have indicated exactly how | would like my name to appear on my identification badge: 


MY NAME .... sees scone tea ctiniasmtiuacicesenie OE a 
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Building Association Spearheads 


Drive for Housing Minister 


Formation of a ministry of housing 
was strongly urged upon the Diefen- 
baker administration by leaders of 
the National House Builders Associ- 
ation, meeting last month at the 
King Edward Hotel, in Toronto. 


Home building is far too impor- 
tant a segment of our economy to be 
buried any longer in the ministry of 
public works, president L. EF. Wade 
of Calgary declared. Its value runs 
in the neighborhood of $2 billion a 
year, anywhere from one-quarter to 
one-half of all construction. 


Mr. Wade is a past-president of the 
Alberta Real Estate Association. 
Other important posts which he has 
filled in recent years include that 
of president of the Calgary House 
Builders Association and the Calgary 
Real Estate Board. He was also 
regional vice-president of the Cana- 
dian Association of Real Estate 
Boards, and prior to his election to 
his new office was western vice- 
president of the NHBA. 


“During the first four months of 
1957 just two-thirds as many new 
houses were started as were com- 
menced in the first four months of 
1956. During the same period, the 
number of National Housing Act 
loans declined 48 per cent,” contin- 
ued Mr. Wade. 


Possible Unemployment 

“Unless something is done to ar- 
rest this trend, we are likely to see a 
serious unemployment situation,” Mr. 
Wade stated. “An estimated 500,000 
people depend, directly or indirectly, 
upon house building for their liveli- 
hood. Besides, a large continuing 
housing program makes a contribu- 
tion to our prosperity that is far be- 
yond its influence on the construction 
industry. Appliance and furniture 
dealers, in fact nearly every mer- 
chant on main street, depends on a 
sustained level of house production.” 


First logical move, he feels, is crea- 
tion of a special governmental de- 
partment charged with exclusive re- 
sponsibility for housing. 


In his telegram to the prime mini- 
ster, Mr. Wade stated, “The execu- 
tive committee of this association as- 
sembled here in emergency session, 
respectfully urges serious considera- 
tion be given to establishment of a 
ministry of housing in your cabinet 
and has set up a special committee 


CANADIAN REALTOR—JULY, 1957 


‘ \ 
} 
| 
I oy | 
L. E. WADE 


President, NHBA 


to prepare a brief on the necessity of 
meeting the current crisis in produc- 
tion of the housing Canada requires”. 


Need For Low-Cost Housing 

Special emphasis was laid by the 
meeting on the enormous need for 
low-cost housing. This need is not 
being met, Mr. Wade said, due partly 
to the high cost of land around our 
metropolitan areas and partly to the 
complete disinterest of the banks and 
conventional lending institutions in 
supplying mortgage funds for low- 
cost housing. Their floor area re- 
quirements alone preclude this pos- 
sibility. ‘The building industry in 
Canada is ready and able to build 
houses to meet this need, he said, 
but until some effective means are 
taken to bring stability to the flow 
of mortgage funds, this stability will 
remain thwarted.” 


The meeting was critical of the 
use of the housing industry as an 
anti-cyclical instrument by the fed- 
eral government and the Bank of 
Canada, and pointed out that such a 
policy can never contribute anything 
but chaos to this important seg:nent 
of our economy. 


The most logical means of increas- 
ing and stabilizing the flow of mort- 
gage funds, in the opinion of the 
meeting, would be the institution, 
either under government or private 
auspices, of mortgage clearing houses 
where NHA mortgage paper could be 
bought and sold to private parties, 
pension funds and the like. The 
money thus obtained would be chan- 


neled into further house construction, 
thus providing a steady flow of funds 
not subject to the fluctuations which 
now beset the industry. 


The National House Builders As- 
sociation, incorporated under federal 
charter in 1943, is the official voice 
of Canada’s $2 billion a year resi- 
dential construction industry. It em- 
braces 2,300 members in 33 compon- 
ent builders’ association in cities 
from St. John’s, Nfld. to Victoria, 
BC. 

e 


Dale Carnegie’s advice to a young 
lady who had asked how to become 
a successful secretary to an execu- 
tive suggested: “Let him know that 
you are determined to show your 
ability or bust... preferably the 
latter!” 

* a oS 


The doctor was examining the 
slightly built man. At length he 
shook his head and said dubiously, 
“You have a strong heartbeat, but I 
wonder if your ribs can take it!” 


* * * 
The little girl was telling the 
teacher about her baby teeth coming 


out. One tooth was loose and she had 
already lost three. 


She said, “Pretty soon I'll be run- 
ning on my rims!” 
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Annual Golf Tournament 
Sees 56 on the Fairway 


Sunningdale Golf Club was the site 
of the London Real Estate Board an- 
nual golf tournament on June 10. 
Chasing their balls down the fair- 
ways in the warm sunshine were 56 
golfers: their efforts were watched 
by 76 non-golfers who also turned 
out for the occasion. 

Out of town guests included P. A. 
Seagrove, President of the O.A.R.- 
E.B. and Bill Follows, executive-sec- 
retary of the O.A.R.E.B. 

Both Mr. Follows and Mr. Sea- 
grove addressed the meeting which 
followed the tornament, Mr. Sea- 
grove stressing the value of co-oper- 
ative listing and congratulating the 
London Board on the recent acquis- 
tion of their own office building. 

The following golfers stepped up to 
receive prizes: 
lst Low Net: 18 holes, H. Dickins 


EVERYBODY 


reads the 


Spectator 


There are more Spectators sold 
in Hamilton DA/LY than there 
are homes in the city. 


FOR COMPLETE COVERAGE 
AND QUICK ADVERTISING 
RESULTS 


SPECTATOR 
WANT ADS 


Serving one of Canada's fastest 
growing areas 


THE HAMILTON SPECTATOR 


Est. 1846 Hamilton, Ontario 


Association of 
Real Estate Boards 


2nd Low Net: 18 holes, G. E. Lloyd 
lst Low Gross: 18 holes, R. Crone 
2nd Low Gross: 18 holes, F. M. Boul- 
ton 
1st Low Gross: Ist 9 holes, J. Mc- 
Intyre 
2nd Low Gross: Ist 9 holes, B. Rowe 
1st Low Gross: 2nd 9 holes, R. Evon 
2nd Low Gross: 2nd 9 holes, L. Bacon 
lst Low Net: Ist 9 holes, L. Marsh 
2nd Low Net: 1st 9 holes, W. Webb 
1st Low Net: 2nd 9 holes, W. Evans 
2nd Low Net: 2nd 9 holes, R. Rich- 
ardson. 


Hamilton Reports 
Valuable Sale 


On June 13th, the Hamilton Co-Op 
reported the sale of the most 
valuable Co-Op listing in its history 
when the Mercury-Chipman factory 
in Hamilton was sold to Mailman 
Brothers of New York, for $450,000. 


The listing was made by Chambers 
and Company, and was reported sold 
jointly by Stewart Chambers, a past- 
president of the Ontario Association 
of Real Estate Boards and his son 
T. Glen Chambers, a director of the 
Hamilton Real Estate Board. 


The property may well be one of 
the largest Co-Op listings sold in 
Canada, and _ represents ae real 
achievement for Hamilton, where 
approximately 80 per cent of all real 
estate transactions are Co-Op deals. 


Mailman Brothers, the New York 
firm which bought the property, is a 
large U.S. holding company which 
specializes in res: ring failing busi- 
nesses and then sells out, though it 
may take them years to put the 
organization back on its feet. How- 
ever, in the case of the Mercury- 
Chipman plant, it was stripped of 
$3 million worth of textile machinery 
after an auction in April last year, 
and has been vacant since that time. 

Spokesman for the new owners 
said they “were looking for suitable 
tenants for the building” 


The property had been in 
hands of the National Trust Co: 
pany since the Mercury-Chipn 
company went into receivership 
1955. 


Group Insurance 
For Ontario Realtors 


As of June Ist, Ontario Associa? 
of Real Estate Boards kicked off : 
own group insurance plan, which 
available to all brokers, sales 
office personnel of member firms 

The plan is underwritten by 
Canda_ Life*~ Assurance Compa: 
whose personnel are available to « 
plain the benefits and give ac 
plete description of the coverage 

Here are some of the highlights 
@® Group Life Insurance — $7.4 

coverage for the broker. 

No medical examination where ° 

or more lives are insured. 

Hospital benefits including spec 

hospital and ambulance service: 

Surgical benefits and med 

benefits. 

Diagnostic X-ray and laboratc: 

services benefit. 

Dependent coverage for the w: 

and children. 

Maternity benefits. 

Accidental death and dismembe: 

ment benefits. 

If you’ve not had a call and : 
interested, we would suggest 
you tear off the attached slip 
mail it to the O.A.R.E.B. office. 


Secretary Ontario Association of 
Real Estate Boards, 
1883 Yonge Stret, Toronto. 


| Please furnish details of the new grov: 
| insurance plan. There are 
| people in my organization. 


| NAME 
| ADDRESS 








New Listing Contest 
In Vancouver 


Prizes valued at more than $2,000 
have been posted for the Vancouver 
Rest Estate Board’s new ‘Realistic 
Listing Contest” which started June 
1st and ends July 31st. Heading the 
list is a 12-foor Camper aluminum 
car-top Feathercraft boat, complete 
with a 742 horsepower Scott-Atwater 
outboard motor with automatic bail- 
er and remote stowaway gas tank. In 
all thirty-three prizes are offered 
ranging down to 20 pairs of powerful 
binoculars with leather covering 
cases. 

Other prizes are a 14-inch portable 
Admiral TV set with attiched aerial, 
a Travelgard ‘Two-suiter” in beauti- 
ful English leather, an Admiral Clock 
radio and cight prizes of either a 
“ladies” 3-piece Skyway luggage set 
or “men’s” Skyway leather Travel- 
Pack. 

The main objective of the contest 
is to promote the sound, fair valua- 
tion of properties listed by Realtors. 

As this is a “listing” contest, only 
the listing salesmen or agent will re- 
ceive credit. Points will be awarded, 
other than the bonus points for quick 
sales, on the basis of 5 points for 
each listing plus 1 point for every 
thousand dollars of value. The 
“breaking point” on odd figure list- 
ings will be $500 with everything 
from $500 up to the next thousand 
counting for a point. A maximum of 
50 points will be given for any one 
listing regardless of value. 


Will Assist Challenge 


It is expected that the contest will 
help the Multiple Listing Service con- 
siderably in its ‘‘football game” with 
the Hamilton Co-operative Listing 
Service. 

Under a challenge issued in March 
by M.L.S. committee chairman Art 
Jacobson, the Vancouver service is 
out to better Hamilton’s sales from 
the first of the year until the end of 
September, with the winner to be 
presented with the inscribed football 
at the C.A.R.E.B. convention here in 
October. 

According to the latest unofficial 
figures available, Hamilton has a 
commanding lead as of the end of 
May with total sales of $19,306,543. 
Vancouver, setting new all-time high 
sales marks almost every month this 
spring trails by some $3 million at 
$16,224,420. 
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Stevenson is Guest Speaker 
At Vancouver Board Meeting 


J. S. “Jack” Stevenson, president 
of the Canadian Asociation of Real 
Estate Boards, was the guest speak- 
er at the June meeting of the Van- 
couver Real Estate Board in the 
Hotel Vancouver, Wednesday, June 
19th. 


Commenting on the many activi- 
ties of the Vancouver Board, Mr. 
Stevenson directed praise towards 
their efforts in the fields of real es- 
tate licensing, education for mem- 
bers of the profession, assistance to 
other Boards in British Columbia, 
their active Multiple Listing Service 
and their notable challenge to the 
Hamilton Co-operative Listing Ser- 
vice and the V.A.E.B.’s excellent pub- 
lic relations and advertising program. 


Raising Standards 

The Canadian Association, he 
noted, is directing many of its efforts 
towards raising professional stand- 
ards amongst the real estate agents 
and salesmen. In the early 1900's 
real estate was comparatively simple 
and was easily learned by experience. 
Today, with such complexities as 
zoning and town planning, education 
was required before a person started 
practising in the real estate profes- 
sion. 


The scope of the real estate associ- 
ation in Canada was drawn to the 
members attention by Mr. Stevenson 
who pointed out that, in addition to 
local, provincial and national boards, 
there existed an international asso- 
ciation, of which C.A.R.E.B. was a 
member and that even while he was 
speaking a Canadian delegate was 
attending the international meeting 
in Wiesbaden, Germany. 


In concluding his remarks, Mr. 
Stevenson stressed that any Board's 
most important contribution was in 
making the public aware that the 
real estate profession is an honorable 
one. 


Grant to Industrial Commission 

At the same meeting, the Vancou- 
ver Board announced the granting of 
$1,500 to the Vancouver Industrial 
Development Commission to assist 
them with their work. 


The Board also presented six of 
nine new ™embers with certificates 


of membership in the V.R.E.B. Re- 
ceiving awards were Adolph Liberto 
of Liberto Realty, Ian C. Duncanson 
of Ian C. Duncanson, Colin E. Me- 
Murchy of Richmond Realty and In- 
vestments Ltd., W. J. Parton of Posi- 
tive Realty, James R. Condon, Edge- 
water Realty and John N, W. Genner 
of West Shore Realty Co., Ltd. 


Also eligible to receive their mem- 
bership certificates, but unable to at- 
tend, were John W. Horie of Hale 
Realty Ltd., John T. Matthews of 
Matthews Realty Ltd., and Williams 
W. Sinser of Wm. Sinser Realty Ltd. 


Presents Life Memberships 

Mr. Stevenson was called upon to 
present Honorary Life Memberships 
to long time and highly active mem- 
bers of the Board. Present to receive 
their awards were Wallace S. Mc- 
Gregor of Reed, Phipps & Davies 
Ltd., and F. A. Cleland of F. A. Cle- 
land & Son. The presentations bring 
to seven the number of life member- 
ships conferred by the Board. Each 
is conferred only in recognition of 
outstanding service, not necessarily 
length of affiliation with the Board. 


Membership Changes 


One Vancouver and one Kamloops 
real estate firm have been approved 
for membership in the Vancouver 
eal Estate Board. Positive Reality 
Ltd., Vancouver, represented by W. 
J. Parton, was approved for Active 
Membership and Scott Realty, Kam- 
loops, represented by F. W. Scott, 
was approved for Associate Member- 
ship, at a May 14th directors meet- 
ing. 


In addition three changes of nomi- 
nee were approved for Victoria Drive 
Realty, Hale Realty Ltd. and Mat- 
thews Realty Ltd. 


Four resignations were also ac- 
cepted in June. They were from Lan- 
gara Realty Ltd., United Estates Ltd., 
Del-Mar Realty Ltd. and Frank Dob- 
son Realty. 


So far this year the Board has re- 
ceived thirty-five applications for 
membership. Approximately 80 per 
cent of the real estate agencies in 
Vancouver now belong. 
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Vice-President Completes 
Marathon Eastern Tour 


First two weeks of June were hec- 
tic ones for Murray Bosley, vice- 
president of Canadian Association of 
Real Estate Boards. 

Murray visited and spoke to Real 
Estate Boards in Halifax, Moncton, 
Saint John, Quebec, Montreal, Ot- 
tawa, Cornwall, Brockville and King- 
ston. 

If the Moncton visit can be taken 
as an example of the success of Mr. 
Bosley’s trip, we could cite the com- 
ment by John F. Ritcey, chairman 
of the membership committee of the 
Moncton Board. Said Mr. Ritcey: 
“I believe the Board has been defin- 
itely strengthened as a result of the 
visit, and especially the talk that was 
given by Mr. Bosley and the general 
discussion that took place after- 
wards.” 

Mr. Ritcey said he expects a mem- 
bership increase to follow Murray's 
visit, and has already contacted sev- 
eral real estate agents who are pros- 
pective members of the Real Estate 
Board. 


Following are further details of 
some of the meetings at which Mr. 
Bosley was present. 


Good Turnout in Moncton 

IN MONCTON: Mr. Bosley ad- 
dressed the meeting of the Moncton 
Real Estate Board, June 5. 


Mr. Bosley expressed satisfaction 
over the passage of a new licensing 
law by the Nova Scotia legislature 
this year, ‘“‘designed to curb the acti- 
vities of those who won’t conform to 
ethical principles.” He added that the 
national body makes a constant study 
of licensing laws passed all over Can- 
ada and the United States, and offer- 
ed the full services of the Canadian 
association to the Moncton Real 
Estate Board, and any other provin- 
cial groups that might be formed, 
toward this end. 


He termed enactment of the Nova 
Scotia law a major “landmark” in or- 
ganized efforts to strengthen the re- 
spect and confidence of the public in 
ethical operation of the real estate 
business. 


He lauded the “tremendous expan- 
sion,” particularly in warehousing 
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and distribution, which has occurred 
in the Moncton area since his last 
visit there some years ago. He added 
that the record building permit total 
for Moncton announced this week 
was “an indication of the tremendous 
boom that is going on all over Can- 
ada,” and expressed pleasure that 
the Maritimes were sharing in this 
wave of progress. 


Dinner Meeting in Halifax 

IN HALIFAX: Mr. Bosley address- 
ed a dinner meeting of the Halifax- 
Dartmouth and Nova Scotia Real 
Estate Boards on June 3. “Realtors 
owe something to the community in 
which they live” was the theme of his 
address. 

“We should take our proper share 
of several works in the community, 
such as Community Chest, so that 
people will think more highly of us 
and take us in their confidence,” the 
University of Toronto graduate said. 

“After all,” he reminded realtors, 
“the only point of all this organiza- 
tion in real estate is that it has 
the effect, we hope, of improving im- 
pression in the minds of the public 
what real estate people really are, 
how they do business and what we 
have to offer in a sincere, realistic 
approach.” 


Mr. Bosley, a past president of the 
Toronto Real Estate Board, lauded 
Nova Scotia’s new licensing law act 
as a “milestone of achievement.” He 
stressed the importance of the in- 
dividual in real estate advising real- 
tors to adhere to a code of ethics. 
“Practice the Golden Rule and all 
that it means,” he said. 


Ottawa Meet at Chateau 

IN OTTAWA: The June 11 mect- 
ing of the Ottawa Real Estate Board 
at the Chateau Laurier was address- 
ed by Mr. Bosley. 


“Organized real estate agents 
groups perform great services to 
their city and the country as a 
whole,” said Mr. Bosley. 


He urged that members of the or- 
ganization apply the “golden rule”, 
abide with their code of ethics in 
their daily operations. He added that 


should real estate agents want to 
gain more public confidence, and re- 
tain it, they must continue to take 
every opportunity to gain more know- 
ledge and education on matters con- 
cerning their business. 


Later, F. Norman McFarlane, 
president of the OREB, reported that 
a lower number of completed new 
homes in the first four months of 
1957 has resulted in a reduction of 
real estate transaction by about 24 
per cent for that period. 


He pointed out, however, that 
there is nothing alarming about the 
reduction because building activity is 
regaining “some momentum” from 
the mid-winter standstill and that the 
sale of existing homes is equal or 
greater than the 1956 volume. 


Mr. Bosley was introduced by 
Ernie Oliver and thanked by C. W. 
Ross. Chairman of the meeting was 
Mr. McFarlane, president of the Ot- 
tawa branch of the CAREB. 


Winnineg Realtors Hanoy 


Top $2 million Sales 


The Co-Operative Listing Service 
of the Winnipeg Real Estate Board, 
for the first time in its history, went 
over the 2 million dollar mark for the 
month of May. The Co-Op service 
of the Winnipeg Real Estate Board is 
showing a very marked increase in all 
phases of operation for the year 1957 
so far, and local realtors feel it looks 
very much as if a record year is in 
sight. 


Golf Day 

June 7th was another special day 
in the Winnipeg Real Estate Board’s 
activities. This was the annual spring 
Golf Tournament held at the Elm- 
huhst Country Club. Over fifty Real- 
tors and friends attended, and at the 
end of play the winner was Dave 
Stevenson, son of the president of 
the Canadian Association of Real Es- 
tate Boards. 


Manitoba R.E. Association 

The Multiple Listing Service of the 
Manitoba Real Estate Association, 
in the last two months, has held two 
meetings. Time will see this service 
take hold in the Province of Mani- 
toba, and prove itself to all the mem- 
bers and to the public. 
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Lethbridge; E. A. Wiseman, Red Deer. 














Brief Presented 


To Government Officials 


On March 27th, a brief was pre- 
sented to Dominion Government of- 
ficials in Ottawa on behalf of the 
Edmonton Housebuilders Association 
and the Edmonton Real Estate 
Board. The brief was endorsed by 
the Provincial Government of Al- 
berta, the City of Edmonton, the 
Mayor and Council, and the Edmon- 
ton Chamber of Commerce. 


As the contents of the brief, and 
the nature of the reply from the 
Central Mortgage and Housing Cor- 
poration are of general interest to 
Realtors, both are summarized below. 


Synopsis of the N.H.A. 
Housing Brief 

-The Brief was prepared on behalf 
of the sponsoring organization to 
acquaint the Federal Government of 
the housing situation in Edmonton, 
and pointed out that the local bodies 
recognize the need for control of in- 
flation in the Canadian economy, and 
commend the Government for the 
steps it is taking in this direction. 


“IT wish to point out that the blan- 
ket controls placed on the economy 
across Canada were having an ad- 
verse affect on inflation in Edmon- 
ton—and I might mention here that 
the Brief specifically mentioned Ed- 
monton—but I feel, however, that 
the effect was more widespread than 
the City of Edmonton, and probably 
could just as easily have covered Cal- 
gary, Lethbridge, etc., and possibly 
the wording should have been AIl- 
berta,” writes P. A. Butler, Chair- 
man of the Mortgage Investigation 
Committee for the Edmonton district. 


“When we drew up this Brief we 
quite realized we were not the only 
city so affected, and indeed have been 
led to believe that the City of Regina 
and eastern points like Hamilton 
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were in a similar situation to our- 
selves. 

In the first portion of our Brief 
we made reference to the fact that 
the mortgage monies available to the 
chartered banks was to be reduced 
by 85 million dollars for housing 
loans in the year 1957. 

“It is estimated that if the total 
amount of mortgage loan available 
for house building across Canada was 
to be 150 million dollars, and Edmon- 
ton was to receive its usual share of 
2 to 3 per cent, this would represent 
approximately 300 to 450 new houses, 
depending on their overall cost, and 
total mortgages. In a city where we 
require at least 3,000 homes to keep 
up with the increase in population, 
this amount of mortgage money, 
which we were to derive from the 
chartered banks some time in 1957, 
was very inadequate. 


Population Growth 

“The sponsoring bodies felt that 
the inability of housing companies to 
keep pace with population growth 
was causing the following hardships 
in Edmonton:— 

e Excessive price increase for sec- 
ond-hand homes. 

e Payment of usurious 
rates for construction. 


interest 


@ Over-crowding of existing houses. 

@e Use of sub-standard basement 
suites. 

e Continued use of 
homes in the fringe areas. 

“It was felt that with the rapid 
rate of growth in Edmonton, the sit- 
uation has become evident more 
quickly than in any other part of 
Canada. 


unmodern 


“In this Brief we enclosed charts 
and tables which showed that the 
1956 third quarter peak of lending 


had not materialized, and the hous- 


ing construction in Edmonton had 
dropped off in 1956. Coupled with 
this was the fact that while the 
banks had been lending mortgage 
money at the beginning of 1956, be- 
fore the construction season had com- 
menced in Edmonton, the banks had 
dropped out of the mortgage lending 
field, and therefore further aggrava- 
ted the housing development in Ed- 
monton. 

“It is very evident from facts and 
figures of construction in major cities 
across Canada that the bank drop- 
ping out of this lending field had an 
adverse effect on the housing situa- 
tion. 


Housing Starts Down 

“In Edmonton, as shown by statis- 
tics in the Brief, Edmonton's housing 
construction dropped by 16.5 per cent 
while Calgary’s construction increa- 
sed 18.1 per cent. This was caused 
by the favorable climatic conditions 
in Calgary for construction while 
bank mortgage money was still avail- 
able. 

“In information received from the 
Edmonton Housebuilders Association 
as of March 26th, 1957, it was felt 
that there would be funds available 
for 700 N.H.A. mortgages in the 
metropolitan Edmonton area as com- 
pared with 1956 when there were 
2,100 N.H.A. mortgages granted in 
the area. Thus the construction drop 
represents a reduction of 66 per cent 
from partially restricted 1956. 

“In the Brief we mentioned in one 
point only that the reduced amount 
of mortgage funds available was 
causing contractors to lay off em- 
ployees with up to fifteen years con- 
tinuous service because of the inabil- 
ity to plan any program of develop- 
ment for the coming year because of 
shortage of mortgage funds. This 
was the only reference throughout 
the Brief to the labor situation, and 
sponsoring organzations felt that if 
mortgage money was _ forthcoming 


(Continued on page 22) 
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(Continued from page 21) 


immediately the labor situation 
would take care of itself in the Ed- 
monton area. 


“It was also felt that another fact- 
or which might be held responsible 
for the building slow-down in various 
centres Was the shortage of lots. This 
was not the case in Edmonton as was 
administered by a survey assembled 
by the Edmonton Real Estate Board 
which indicated that there was a 
total of 10,490 lots available in Ed- 
monton—sufficient for some three 
years building. 


Estimate Mortgage Needs 

In order to estimate the amount of 
mortgage monies required for the 
Edmonton area the sponsoring bod- 
ies used a table drawn up by the Ed- 
monton Town Planning Department 
in 1954. This table gave an estimated 
projection of population from 1954 to 
1960. 


The following interesting figures 
bear out the accuracy of this pro- 
jection: 

Projected 
Population 

1954 198,000 

1955 210,000 

1956 223,000 


Because these figures were so ac- 
curate we felt that there was no rea- 
son why we could not continue to use 
the projected estimated population 
for the years 1957, 1958, 1959 and 
1960, which were as follows: 


1957 236,000 
1958 249,000 
1959 261,000 
1960 274,000 


From these projections we felt that 
it was reasonable to expect a popula- 
tion increase of 13,000 people in 1957, 
and again in 1958. 


Actual 
197,836 
209,353 
223,549 


From the amount of mortgage 
funds available, both the N.H.A. and 
conventional, it was estimated that 
the maximum of approximately 1,300 
housing units would be constructed in 
the City of Edmonton during the 
year, or only one new dwelling per 
ten persons of population increase. 


It should be noted that at the date 
of this Brief there were no unsold 
houses ready for occupancy, no va- 
cant apartments, and the use of sub- 
standard basement suites was very 
prevalent. 


At a further indication of the lack 
of mortgage funds in the Edmonton 
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area, first mortgages were being of- 
fered at discounts to yield an effec- 
tive rate of 10 to 15 per cent to pri- 
vate lenders, and second mortgages 
were being discounted at anywhere 
from 30 to 50 per cent. 

“I must say that we were accepted 
very courteously by the Hon. Mini- 
sters, the executives and staff of the 
Central Mortgage & Housing Corpor- 
ation, and that they listened very at- 
tentively to the points we brought 
up, and expressed hope that the gen- 
eral picture on housing loans would 
change very quickly. 

“We did, when we were discussing 
the mortgage situation with the Hon. 
Mr. Winters, bring up the question 
of direct mortgage loans, to which 
Mr. Winters said he felt that the 
mortgage could be taken care of in 
many better ways by the Govern- 
ment going into the direct mortgage 
loan business. 

We also asked if it was possible to 
have an increased allotment on mort- 
gage funds to the Edmonton area. 
This, I think, is adequately covered 
in the second last paragraph of Mr. 
Linkletter’s letter, in which he states 
—‘The approved lender might be in- 
duced in these circumstances to 
change its allogation to increase the 
amounts authorized where the need 
is greatest.” 


C.M.H.C. Replies to Brief 

In his letter of reply, H. C. Link- 
letter, assistant to the president of 
the Central Mortgage and Housing 
Corporation said that he had dis- 
cussed the matter with his associates 
after the brief was presented. He ad- 
vised that agreement had been reach- 
ed on the allocations commitments of 
each of the banks and that head 
office advice was being sent to local 
branches. 


“As you will recall”, wrote Mr. 
Linklatter, the press releases issued 
by the Bank of Canada and the rep- 
resentatives of the chartered banks 
on March 14th following the meeting 
that day, indicated that agreement 
had been arrived at, to the effect 
that banks would be committing 
loans in the amount of $150 million 
during this year. The press releases 
which I gave you yesterday bear 
this out. 

“There was discussion between us 
yesterday, to the effect that press re- 
ports had recently appeared, stating 
that demands were not being made 
upon the banks for insured mortgage 
loans. We ourselves have heard this. 
As indicated in our conversation, if 
there is any foundation for this state- 
ment it must be on a local basis. We 


agreed that this situation certainly 
did not exist in Edmonton. 

“The selection of borrowers under 
the National Housing Act is left in 
the hands of the approved lender. and 
this corporation is not authorized to 
endeavor in any way to direct where 
approved lenders. shall find their 
borrowers. It seems to me, however, 
if I were a prospective borrower re- 
siding in Edmonton, in seeking loans 
I would point out to the approved 
lender that there exists a real de- 
mand in Edmonton, even though in 
certain other areas the same demand 
may not exist. 

“The approved lender might be in- 
duced in these circumstances to 
change its allocation to increase the 
amounts authorized where the need 
is greatest,” he concluded. 


A.R.E.A. Workshop 


In conjunction with the University 
of Alberta, Department of Extension, 
the Alberta Real Estate Association 
recently held a concentrated one 
week workshop on real estate prin- 
ciples and practice. The course con- 
sisted of 25 hours of instruction and 
was attended by 23 agents and sales- 
men in Edmonton and 34 in Calgary. 

The principal lecturer was Profes- 
sor Fred Case of the University of 
California and Dr. Case was assisted 
by a local solicitor in each city treat- 
ing a study of recent Supreme Court 
and Appellate Court decisions invol- 
ving real estate transactions. 


Canadian President 
Visits Calgary Board 


175 Calgary realtors were present 
at a special luncheon meeting of the 
Association, June 14th, to meet and 
hear Mr. J. S. Stevenson, President 
of C.A.R.E.B. 

Guests of the Calgary Board in- 
cluded the President and other mem- 
bers of the Lethbridge Real Estate 
Board and the President and other 
members of the Central Alberta Real 
Estate Board from Red Deer. 

Mr. Stevenson gave a most inter- 
esting and comprehensive summary 
of C.A.R.E.B. activities, and his brief 
stay in Calgary received excellent 
press coverage. 

At the noon luncheon Mr. Jack 
Stevenson was presented with a white 
Stetson cowboy hat, the universally 
recognized symbol of Calgary. 

Mr. and Mrs. Stevenson were 
guests of honor at a reception and 
banquet attended by the past presi- 
dents, directors of the Calgary Real 
Estate, and their wives. 
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GENERAL 
REAL ESTATE 


e CORNWALL, ONT. 


Dominic A. Battista, Realtor, 
634 Augustus St., 
Cornwall, (the Seaway City). 


FOR REAL ESTATE 
SALES 


e BRANDON, MAN. 
Hughes & Co. Ltd.° 
125 - 10th Street. 
e CALGARY, ALTA. 
Burn-Weber Agencies,, 
218 Seventh Ave. W. 
e EDMONTON, ALTA. 
Spencer & Grierson Ltd., 
301 Northern Hardware Bldg. 
NIAGARA FALLS, ONT. 
David D, McMillan, 
1916 Main Street. 
OTTAWA, ONT. 
Brownlee & McKeown, 
63 Sparks St.—Central 2-4203. \ 
OTTAWA, ONT. 
A. H. Fitzsimmons and Son, 
Realtors, 197 Sparks Street, 
Ottawa, Ont. Phone CE. 6-7101. 
PETERBOROUGH, ONT. 
Irwin Sargent and Lawes, 
441 Water Street. 


e QUEBEC, QUE. 
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P.O. Box 9 (Uppertown) « 
LAfontaine 2-4091 

e WINDSOR, ONT. 

Alex. E. Hoffman, 

930 London St. West. 

CALGARY, ALTA. 

L. T. Melton Real Estate, 

614 - 8th Ave. W., 

Mobil Oil Bldg.—Phone 62251 

e CALGARY, ALTA. 

Clair J.Cote Ltd., ° 
41 Hollinsworth Bldg. 

e EDMONTON, ALTA, 
Weber Bros. Agencies Ltd. 
10013 - 101A Ave. 

e MONTREAL, QUE. 


Realty Sales Company, 
QO 5757 Decelles Ave., REgent 3-1991 


FOR INDUSTRIAL 
O SITES AND PROPERTIES 


e EDMONTON, ALTA. 


Don Reid Real Estate Co., 
11563 Jasper Avenue. 















Ross Brothers & Company Limited, 





REAL ESTATE 
(; DIRECTORY 


FORT WILLIAM, ONT. 
G. R. Duncan & Co. Ltd., 
1215 May Street. 


HALIFAX, N.S. 
Roy Limited, 
Roy Building. 


e REGINA, SASK. 
W. Clarence Mahon, 
350 Western Trust Bldg. 


e TORONTO, ONT. 
Barry E. Perlman & Co, Ltd., 
972-4 Eglinton Ave. West. 


e WINDSOR, ONT. 
Alex E. Hoffman, 
930 London St. West. 


e EDMONTON, ALTA. 
Weber Bros? Agencies Ltd. 
10013 - 101A Ave. 

e MONTREAL, QUE. 


Realty Sales Cqmpany, 
5757 Decelles Ave., REgent 3-1991 


FOR FARMS 
AND RANCHES 


e KAMLOOPS, B.C. 
George C. Hay Ltd., 
418 Victoria St. 


FOR IDEAL 
STORE LOCATIONS 


e FORT WILLIAM, ONT. 
G. R. Duncan & Co. Ltd., 
1215 May Street. 


FOR APPRAISALS 


e CALGARY, ALTA. 
Ivan C. Robison, B.A, LL.B 
613 Lancaster Bldg. Phone 63475. 


e EDMONTON, ALTA. 
Weber Bros. Agerfcies Ltd., 
10013-101A Avenue.. 

e TORONTO, ONT. 
Chambers & Meredith Ltd., 
24 King Street West. 

e CALGARY, ALTA. 

Clair J. Cote Ltq., 
41 Hollinsworth Bldg. 

e MONTREAL, QUE. 

’ Realty Sales Confpany, 
5757 Decelles Ave., REgent 3-1991 


e ST. CATHARINES, ONT. 


Andy Hawreliak, Realtor, ° 

Dominion Building, MUtual 4-2324. 
FOR SUMMER 
PROPERTIES 


e MUSKOKA, ONT. 
Francis J. Day, 
Port Carling - Phone 84. 


FOR PROPERTY 
MANAGEMENT 


e HALIFAX, N.S. 
Roy Limited, 
Roy Building. 

e VANCOUVER, B.C. 
Blane, Fullerton & White Ltd., 
517 Hamilton Street. 

e WINDSOR, ONT. 

U. G. Reaume Ltd., 

176 London St. W., 

802 Canada Trust Bldg. 
® CALGARY, ALTA. 


Crown Trust Company, 
227 Eighth Avenue W. 


WESTERN CANADIAN 
APPRAISALS 


Arthur E. Jellis, M.A.I. 
ACCREDITED MEMBER: 
American Institute R.E.A. 


and 
Appraisal Institute of Canada 
MELTON REAL ESTATE LTD. 


Edmonton 10154 - 103 St. 
Phone 47221 





Rates for Advertising 
In the Real Estate 


Directory: 
Per 
a Issue 
2 lines — 12 issues ..............................$3.00 
2 lines — 6 issues sciigeasece nome 
2 lines — less than 6 issues............. $4.00 


Additional lines, 50 cents per issue. 
No charge for city and province lines. 


PROFESSIONAL 
LISTINGS 


R. A. DAVIS & CO. 
REAL ESTATE APPRAISERS 
AND CONSULTANTS 


R. A. Davis, M.A.L, A.U.A., S.R.A. 


357 Bay St. 13 George St. 
Toronto, Ont. Brantford, Ont. 
EMpire 8-9484 2-1513 





Hanks & Irwin 
ARCHITECTS 


2848 Bloor St. W., 
TORONTO 
RO. 6-4155 





Walter Smith & Co. 
Accountants & Auditors 


2461 Bloor St. West, 
TORONTO 
RO. 9-4113 





Rates for Professional Listings 


For six insertions . 
For twelve insertions oes. $80.00 
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Opportunity for 


BUILDERS 
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LANDOWNERS 


Ba. novi at tc 


Illustrated above is a huge new Dominion market with 
modern mechanical pick-up station inset. Dominion has 
opened a new store every 12 days over the past year. 


SHOPPING CENTRE DEVELOPERS 


Dominion Stores Limited is Canada’s most pro- 
gressive retail food chain, with more than 330 
stores from coast to coast. In the last full fiscal 
year, sales totalled $270 millions compared with 
$220 millions in the previous year, an increase 
of more than 23%. The succeeding months of the 
current year saw a continuation of this remark- 
able progress, demonstrating steady growth of 
public confidence and customer satisfaction. 


Shopping centre developers, real estate brokers, 
landowners and builders are invited to partici- 
pate in Dominion’s sound growth. We are look- 
ing for sites for large, modern new supermarkets, 
in communities all across Canada. We are inter- 
ested in shopping centre developments, or in 
leasing supermarkets built to our specifications, 
or in lands which we can purchase outright and 
develop under our sale and leaseback programme. 


For Complete Information, Phone or Write 


REAL ESTATE DEPARTMENT 


DOMINION STORES LIMITED 
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3401 BEDFORD RD., MONTREAL, QUE. 


734 SEVENTH AVE. W., CALGARY, ALTA. 
’ RE-4T 


605 ROGERS RD., TORONTO, ONT, 
100 SACKVILLE ST., HALIFAX, N.S. 











